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What the Farmer Buys 


LECTRIC washing machines, electric water 

systems, and vacuum cleaners seem to be the 
most popular electrical products purchased by the 
modern farmer, if surveys showing the number in 
use provide an index of popularity. 

Progressive electrical dealers are finding, how- 
ever, that other electrical appliances are equally 
| popular if a little effort is made to merchandise 

them. 

For example, in the section of Alabama now 
being served by the rural lines of the Alabama 
Power Company, 12% of the customers have elec- 
tric ranges. And electric refrigeration appeals no 
less strongly to the farmer. 

Electric service is having a far-reaching influence 
not only in farm life but in industry as well. For 
instance, feed grinding that was formerly done by 
the custom grinder in the town now is done on the 
modern farm through use of electrically driven 
grinders; feed mixing, grain cleaning, and other 
similar operations also have moved from the town 
to the farm. Each development of this nature 
means increasing the farm unit just so much more 
in importance, and opens the field for additional 

uses of electric current on farms. 

The successful dealer serving the rural com- 

munities will find it a paying investment in time 
and effort to keep thoroughly posted on what the 
farmer is doing electrically. 














* ELECTRICITY ON THE FARM (except this “Dealer Section,”’ printed on tinted paper) has 
already been placed in the hands of upward of 100,600 farmers along the rural lines operated 
by more than 190 power companies. Hence the articles you find in this copy will be read, or 
have already been read, by many of the farmers in your territory. You are, therefore, in a 
Msition to approach these farmers on the subjects with which they are familiar. Your way is 
paved for increased sales of electrified farm equipment. . 
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Taking Country 
by Storm 


Popularity of Clark W ater Heater with Central Stations is 
greatest tribute to this TROUBLE-FREE 
Electric Water Heater 


NO LIMING OR SCALING—NO ELEMENT BURN-OUTS 


Trouble-Free 


Salesmanagers of central stations who have sold 
Clark Heaters four and five years testify that ele- 
ment burnouts are absolutely unknown and no hard 
lime or scale is found even in the hardest water. 


We have letters from scores stating that once the 
Clark is installed, they canforgetit. Itstays‘‘sold”’ 
and makes friends instead of enemies for the cen- 
tral station companies. 











Clark Customers and Users are Our Best Boosters 





Clark Standard Heater is made in all sizes, 
three gallons to fifty gallons; 660 watts to 
8000 watts. Clark Jumbo Low-wattage 
heaters in sizes 20 gallons to 75 gallons. 
Clark Circulation Type Heaters are different 
and better—unusually large heat transfer 
surfaces—as in all Clark Heaters. 


We Help You “Sell” 


We will furnish dealers all necessary sales ‘‘helps.’ 
Special pamphlets, attractive circulars and news- 
paper advertisements are furnished all dealers. 
Complete sales campaigns outlined, if desired. 


Inquiries are invited. Write 
for our Dealer Proposition 


CLARK ELECTRIC WATER HEATER 


Division of 


LMG RAW ExzcCTRIC ComPANY 


McGraw Bldg., Omaha, Nebr. 











Aug. 1928 



































Aug. 1928 DEALER SECTION—ELECTRICITY ON THE FARM 


| 244” 


2%” water space 
above plates for 
extra volume of 
electrolyte where 
it has greatest 
circulating value. 
Means longer work 
between refillings. 
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Charged With 
Selling Features: 


Increased battery sales will surely 
follow—when you handle this new line 
of Globe Batteries with their many 
new, practical features. They serve 
the owner better and longer. They 
guard against too frequent attention, 
early battery repair—resulting in bat- 
tery service that saves the owner both 
time and money. 


Price Down— Profits Up!  were's another 


selling feature! 
Ask your jobber, or write us Improved connec- 


today for full information. tors! Big connec- 
tors reduce resist- 


GLOBE ELECTRIC COMPANY 766,074 yen 


14-28 Keefe Avenue Milwaukee, Wisconsin of current. 


“The Better Battery 


GLOBE 


“= 
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Western Cable Farm Lighting Battery 


NEW TYPE 
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)POSITION 


Manutactured by 


Western Cable and Light Co., Baldwin, Wis. 
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Organization of an Electric Power 
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Company for Rural Development 


Many Companies Formed to Give Service to 
Country Settlements—Farm Service Man Is 
Important Factor in Work* 


“T°WENTY years ago very 
few villages and country 
settlements had 24-hour 

continuous electric service and a 

great many of them had no 

electric service whatsoever. 

Some rural communities had 

electric service from dusk to 

midnight, others from dusk to 
dawn, and a few had service on 

Tuesdays to permit the house- 

wife to use the electric iron dur- 

ing the day. 

Today there are many utility 
companies whose entire business 
consists of service to country 
settlements, villages and small 
cities. 

No utility company operating 
in rural territory, supplying elec- 
tric service to the farmers 
therein, can hope to be success- 
ful in this work unless those 
responsible for the operation of 
the company really believe that 
farm electrification can pay its 
own way, that there is a load 
on the farm sufficient in amount 
fo justify the expenditure for 
the required distribution lines, 
that the farmers can afford to 
pay the necessary charges for 
this service, and that they can 
profit by its use. 

If the executives of a utility 
company believe in farm electri- 
fication and realize its cost and 
possibilities, they are sure to 
adopt an extension policy under 


the operation of which the utility 
will bear the cost of the entire 
farm distribution system under 
average conditions. 


Consumption Must Be High 


They will also adopt a farm 
rate schedule especially designed 
to meet farm conditions and so 


constructed that the farm cus- 


tomer who uses only a little 
energy must pay a_ relatively 
high price for the service ren- 
dered, but not enough to make 
this low consumption profitable 
to the utility. In other words, 
farm electrification cannot be 
developed on a permanent basis 
if the average consumption per 
customer is low, and it is very 
desirable to bring this fact to 
the attention of both the farmer 


and the utility each month 
through the application of a 
proper rate schedule. Such a 


rate schedule will force both the 
farmer and the utility company 
to cooperate in building the 
farm load. 

The duty of the farm service 
man is to take charge of and 
guide the farm electric develop- 
ment in the district in which he 
is located. He should meet with 
farmers who are _ considering 
electric service for their farms 
and explain to them fully the 
extension policy of the utility 


*Abstract of an address by G. C. Neff, General Manager, Wisconsin Power and 
Light Co., at the annual meeting, American Society of Agricultural Engineers, 


Washington, D. C. 
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company, the rates charged for 
service, and anything else that 
the farmers want to know con- 
cerning electrification of their 
farms. He should meet with all 
farm customers to help them use 
electric service more profitably. 
He should be in a position to 
recommend the kind of equip- 
ment to use and the kind not to 
use so that the best results can 
be obtained. He should be 
competent to act as a consulting 
engineer for the farmers on all 
questions relating to the appli- 
cation of electricity to farm 
operations. He should take the 
initiative and call on the farm 
customers at regular intervals 
so that all of these problems can 
be intelligently discussed. 


Service Men Help Farmers 


The district farm service men 
should help the farmers in buy- 
ing equipment. If the farmer 
wants to buy it from the utility 
company, arrangements should 
be made so that it will be con- 
venient for him to buy it this 
way. Naturally, the farm serv- 
ice man would prefer to have 
the purchase made from the 
utility company, and it is per- 
fectly proper for him to show 
the farmer why he thinks it is 
better to buy from his company. 
It is very important, however, 
if the farmer decides to buy 
elsewhere, that the farm service 
man cooperate with him in 
securing proper equipment to 
fit the conditions under which it 
is to work. 

When the farm service man is 
actually selling equipment, he is 


doing commercial work, and 
should cooperate very closely 
with the department handling 


the sale of equipment, in fact, 
may be considered a part of that 
organization. But farm electri- 
. fication involves so many prob- 
lems other than merchandise 
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sales that the farm service men 
should be given separate con- 
sideration outside of the Com- 
mercial Department. 


Farm Lines Made Profitable 


Companies who have organ- 
ized in this or a similar manner 
are rapidly extending their lines 
to serve farms, are giving the 
farmers in their territory satis- 
factory attention, and are rapidly 
building up the individual farm 
load. Farm lines that were un- 
profitable to the company are 
being made profitable and at the 


same time the farmers served 
from such lines are getting 
more for their money and are 
better satisfied. These and 
many other desirable results 
follow when utility executives 


actually believe in farm electri- 
fication and properly organize 
for it. 


Many Service Men Added 


During the past three years 
many utility companies of this 
country have added special rural 
service men to their operating 
organization and are aggres- 
sively extending their lines to 
supply farm service. A recent 
survey showed more than 400 
men employed by utility com- 
panies to devote their entire time 
to farm electrification. A very 
large percentage of these men 
have been employed during the 
past three years and many of 
them are agricultural engineer- 
ing graduates. Undoubtedly, 
the requirements of utility com- 
panies for men with agricultural 
engineering training will  in- 
crease rapidly and the supply 
may not be equal to the demand. 

A survey in 1923 showed 
225,000 farmers receiving cen- 
tral station service in the United 
States. Surveys of certain sec- 


(Continued on page D22) 
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A FIFTEEN-CAR “California 
4 Agriculture Special’ train 
which was run over Southern 
Pacific lines in San Joaquin and 
Sacramento valleys during the last 
two weeks of March attracted wide 
interest among farmers, orchardists 
and business men. 

Two cars were especially de- 
voted to interests of farm women. 
One car contained an ideal kitchen 
fully equipped with electrically 
operated labor saving devices, 
which included an electric range, 
electric heater, vacuum machine, 
toaster, waffle iron, and other 
electrically operated cooking de- 
vices. This electrically equipped 
kitchen was very effective in en- 
couraging the use of electric kit- 
chen equipment by farm women. 
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By CHARLES 











Interior View of Household Car Showing Some of the Electrical 
Appliances Suggested for Farm Use. 


Farm Train Boosts 
Electricity 


A Fifteen-Car Farm Demonstration 
Train Operated Through Central 
California Shows 

Can Do for the Farmer 


What Electricity 


W. GEIGER 


The Agriculture special train 
made stops at 24 centrally located 
towns and cities of the Sacramento 
and San Joaquin valleys during the 
two weeks. Extensive advertising 
was done throughout all rural dis- 
tricts telling of the train and giv- 
ing the date on which it would 
appear at each town. The local 
chambers of commerce and farm 
bureau organizations directed by 
specially appointed committee, as- 
sisted in making arrangements for 


the meetings and display of the 
train. 
Programs at the train opened 


with short talks by representatives 
of the Agricultural Extension 
Service of the State University, 
and the Southern Pacific, follow- 
ing which demonstrations were 
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given on the subjects of kitchen 
management, dairying, sheep, 
swine and poultry. Flat cars, 
railed and penned, were used for 
displaying the livestock and 





Interested Crowd Gathered Around 
the Agricultural Train at One of the 
Many Farming Towns Visited. 


poultry. The large stock was car- 
ried in cars designed for carrying 
automobiles, the doors opening and 
permitting the animals to be 
paraded along the flat cars. At 
least forty minutes was provided 
for inspection of the train and its 
exhibits. Part of the exhibits were 
presented for the interest of the 
farm boys and girls. For this pur- 


pose three boys who were mem- 


The Electric Kitchen, Installed 
Plumbing Fixtures 
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in One of the Cars. 
(which indicate running water), the Electric 
Range, and Lighting Fixtures. 
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bers of the Junior Farm Bureau 
traveled with the train. 

Morning and afternoon programs 
were held at each stop. Half of 
the day was given over to demon- 
strations, lectures and discussions 
at the train where livestock and 
exhibits of particular interest to 
the valley farmers were on dis- 
play. The other half of the day 
was devoted to an “uptown econo- 
mics meeting” at which lectures 
and discussions were held on the 
general and local economic condi- 
tions affecting agriculture. 


Many Lectures Given 


The train was so arranged that 
after the general meeting was 
opened the people could go to any 
of the cars on which demonstra- 
tions and lectures were given 
simultaneously and in which they 
were particularly interested. The 
train was stopped on a siding cen- 
trally located in the town and in 
most cases near the Southern 
Pacific depot. Tracks were cleared 
and adequately policed so that the 
program would not be interfered 
with by moving traffic or noises. 

The entire California Agricul- 
ture Special Project was Sponsored 


(Continued on page 23) 
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Louisa 1. Martin, manager, 
and J. P. Wolcott, assistant 
manager, of Oldbrick Farms. 
Mr. Wolcott is standing in 
the doorway of the fully- 
equipped electric repair shop 
for cars, tractors and all farm 
machinery. 


She Runs a 
Big Farm 


With the Aid 


IT’S not often you find a 

young lady operating a 
600-acre farm—and doing it 
well. But that is what Miss 
Louisa I. Martin is doing near 
Orwell, Ohio. 

Of especial interest are the 
many uses to which electric- 
ity is put. There are likely 
many such farms in your terri- 
tory and which will pay big 
dividends to you through sales 
of electrically operated equip- 
ment and supplies if you'll but 
take the trouble to develop them 
as customers. Here’s the story 
of the farm, as told by Miss 
Martin: : 

Oldbrick Farms are located in 
the Western Reserve and are 
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of Electricity 


owned by Mr. Charles A. B. 
Pratt of New York City. Mr. 
Pratt’s grandfather, Ezra Pratt, 
purchased the place from the 
Connecticut Land Grant Com- 
pany, in 1832. After the death 
of Ezra Pratt, his son, Charles 
A. B. Pratt, continued to operate 
the farm in connection with a 
general store in the village of 
Orwell. After his death his son, 
Charles A. B. Pratt, Jr., decided 
to carry on the place in connec- 
tion with his corporation law 
practice in New York City. 


Farm on Business Basis 


Mr. Pratt had the farm put 
on a strictly business basis and 





LOUMBA 1. MARTIN, 
MANAGER 
JEROME P. WOLCOTT, 
AMIETANT MANAGER 


CBARLES A. B. PRATT, owxnn 
520 BROADWAY 








How’s This for a Businesslike Letterhead? 
as Listed in the Upper Right Hand Corner 


OLDBRICK FARMS 
LIVE STOCK, HAY, STRAW AND GRAIN 
BOUGBT AND SOLD 
ORWELL, ASHTABULA COUNTY, 0870 


TELEPHONES. LONG BIBTANCE COnmeCTIONS 
WESTERN UNION TEL EGRarH 
AmEMCan ExPREee 

MMO TLVAMIA Line® 
RAMROAD STATION 
eagT mwas 


January 4th,1927. 








And Note the Facilities 
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The old Brick house was built in 1828 and was purchased by Ezra Pratt 


in June, 1832. 


His son, Chas. A. B. 
tion with a general store in the village of Orwell. 


Pratt, operated the place in connec- 


His son, Chas. A. B. 


Pratt, Jr., owns it at the present and has had it put on a business basis. 


He named the farm Oldbrick Farms. 


The house is completely wired and 


all cooking is done by electricity 


named it Oldbrick Farms. The 
farm consists of 600 acres. 
There is a secretary who has 
charge of all farming records 
and a complete set of books 
which were worked out by its 
manager and which are 
approved by the government. 
We feel that electricity is only 
in its infancy. We have a fully 
equipped electric repair shop 
where all tractors, automobiles 
and machinery connected with 
farming operations can _ -be 
quickly repaired and thoroughly 
overhauled. One thing we 
think very important is a lathe, 
as we can then make parts for 
farm machinery if we are unable 
to get them at once from the 
dealer in the town. Our dairy 
barn is equipped with electric 
lights and motors for water 
system, milking machine and 
grinding roots. There are four 
tenant houses, all having electric 
lights and automatic electric 
motors for the water systems. 
The main house, The Old Brick, 


which was built in 1828, is fully 
equipped with electric lights and 
the quaint, old fashioned fire- 
place with its dutch oven has 
been surplanted by a Hotpoint 
electric range. 

We are planning on installing 
an electric refrigeration plant to 
care for meat used by The Old 
Brick and for members of Old- 
brick Farms force, and a num- 
ber of other motors to cut down 
labor costs. 


Brooding and Incu- 
bating 
By M. W. NIxon 


The most recent treatise deal-ng 
with electric brooding is the new 
California Brooder Bulletin No. 
441, published by the University of 
California Agricultural Expert- 
ment Station at Berkeley, Calif. 
It gives some very interesting data 
on this subject. 

The time is now approaching 
when the electric incubator and 
brooder will be recognized as 
regular up-to-date equipment on 
the modern farm. In many locali- 
ties they are past the experim: ntal 
stage. 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 
Conducted by Robt. J. Fulton 








Sell the Idea of Electricity 


you, Mr. Dealer, sell when 

a customer comes into your 
store to look at one (say, a 
vacuum cleaner) if you went up 
to her or him and said, “This is 
a sweeper and costs you so many 
dollars’? Brother, you would not 
get to first base! Yet that is the 
way some electric store-keepers 
act. 

The electric merchant (note the 
difference between the storekeeper 
and the merchant) will start the 
conversation pleasantly and when 
he finds people looking at his stock 
of vacuum cleaners he will not 
try to sell them so many dollars 
and cents, but will sell the idea, 
something like this: 

“This vacuum cleaner is the 
sentinel of your baby’s playground. 
You mothers know the thrill with 
which you watch your baby’s first 
clumsy attempts to creep, and the 
fear. For you know that from 
then on your baby faces a new 
danger—that of dirty, germ filled 
rugs—that is waiting to be trans- 
ferred on his chubby fingers to his 
little mouth. 

“Madam, you cannot gamble 
with brooms or half-way cleaning 
measures when your baby’s health 
is at stake. There is but one 
thing to do—keep rugs and carpets 
thoroughly clean. This can only 


ee many appliances would 


be done right 
vacuum cleaner.” 

Then tell her how easy it is to 
handle the one you sell, and how 
wonderful it is in cleaning the 
inside of the automobile by using 
this or that attachment, also how 
you can clean mattresses, curtains, 
wall paper, chairs, etc. Find out 
from your power company the rate 
they charge for electricity and 
you can figure just what the elec- 
tric vacuum cleaner costs to 
operate per hour. Your customer 
will hardly believe you when you 
show her and prove to her the 
length of time she can operate it 
for one cent. 

If you do this kind of selling 
right, there will be absolutely no 
arguing as to price, for price is 
secondary if you have instilled in 
your customer’s mind the desire to 
own that which you are trying to 
sell,—_the electric vacuum cleaner. 

And the more desire you create, 
the less price will enter into it. 

Every piece of merchandise you 
have in your store can be profit- 
ably sold the same way, and every 
manufacturer that you deal with 
has a lot of valuable sales helps 
along these very lines for you to 
use. Make use of these mer- 
chandising helps. They were got- 
ten out for you electric dealers, to 
help increase your profits, an! are 
yours for the asking. 


with an _ electric 











“Price is secondary if you have instilled in 
your customer’s mind the desire to own that 


which you are trying to sell.” 
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An Example of an Attractive Electrical Appliance Display 











Displaying Equipment 
Builds Sales 


By CLEMENT WHITE 


ATERS Hardware Store, 
located at Junction City, 
Kansas, is a headquarters 
for farm electric plants, water 
plants, ironing machines, feed 


grinders, incubators, brooders and 
other practical equipment in 
demand by farmers. 

“The demand for farm electric 
plants is picking up,’ explained 
the manager. “Electricity has so 
many advantages to offer the 
farmer, that it is easy to prove the 
practical value of the modern 
farm electric plant, particularly 
where central station service is 
om he hand. 

Ne find it pays to take special 
ae to acquaint farmers with the 
economical service offered by 
electricity. As an example, one 
of the plants for which we have 
the agency has been used by a 
farmer in this vicinity for more 
than fourteen years. He has had 


small expense for repairs. The 
other day we sold him a new bat- 
tery, and he reports that his plant 
is still giving economical and 
dependable service. It pays to 
watch for pleased patrons who 
have used light and power plants 
for long periods, and to use their 
testimony for convincing other 
farmers that the equipment gives 
long service when it receives 
reasonably careful attention.” 


Variety of Equipment 


It is the experience of this firm 
that the best way to boost sales 
volume is to have a variety of 
practical equipment to offer 
farmers, and to keep the mer- 
chandise on display. The store 
fronts on Main Street, and is 
equipped with two large show 
windows, which are used for dis- 
playing ironing machines, poultry 
equipment, washers, and other’ ap- 
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The firm has awakened 


pliances. 
considerable interest recently 
among local poultry raisers by 


displaying incubators and brooders. 
Special attention in given to dis- 
playing seasonable equipment. 


This firm has had extensive ex- 
perience at selling the farm and 
small town trade, and relies upon 
a well balanced sales program 
for accelerating volume. News- 
paper advertising, direct-by-mail 
publicity, show window trims, 
personal solicitation and demon- 
stration are relied upon for 
bringing new patrons to the store, 
and educating them regarding the 
practical features of modern 
equipment. 


Keeps in Touch With Farmers 


“An important essential in 
pushing this class of equipment is 
to have the necessary facilities for 
offering patrons prompt, capable 
service,’ explains the manager. 
“The farmer who buys wisely 
will favor the firm that guarantees 
satisfaction, then backs up this 
guarantee with practical service.” 


Waters Hardware serves its 
patrons in various ways. Its policy 
of taking the lead at introducing 
new electrical equipment of proven 
value has played a major part in 
winning the business of practical 
farmers. The firm makes a policy 
of keeping in close touch with 
patrons, and assisting them to 
secure satisfaction . from their 
electrical equipment. 

It is the experience of this firm 
that the more fully rural pros- 
pects comprehend the versatile 
service offered by electricity, the 
greater is the demand for elec- 
trically operated equipment. 

“We have installed a number 
of farm electric plants during re- 
cent months,” remarked the mana- 
ger. “In most instances buyers of 
farm electric plants invest in a 
variety of appliances which en- 
able them to make effective use of 
electricity.” 


Believes in Window Displays 


Hutchinson, Kansas, attracts 
thousands of Saturday night shop- 
pers from farming sections and 
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neighboring small towns. The 
Kamsay-King. Electric Company 
at Hutchinson makes a practice of 
featuring popular electric appli- 
ances in its show windows;, and 
usually has a new, distinctive dis- 
play ready for Saturday nignt. 
This merchandising method per- 
mits the firm to gradually broaden 
its line as well as its sales terri- 
tory. Window displays also en- 
courage patrons to make greater 
use of modern electric appliances. 


Hutchinson is the gate-way to 
the Sunflower State’s great wheat 
belt. There is an increasing de- 
mand among wheat growers itor 
equipment which will make farm 
life more enjoyable, and increase 
profits. Ramsay-King Company 
aims to feature everything in the 
line of electric appliances needed 
by busy rural housewives; and 
members of the sales force are 
always ready to show prospects 
how they may use new equipment 
to advantage. 

This progressive sales policy 
has made the Ramsay-King Elec- 
tric Company well known through- 
out an extensive rural territory, 
and has induced country folks to 
make effective use of a large 
variety of modern electric appli- 
ances. 


Take Care of Your Electric 
Cords 


By R. E. Prerce 


There is no more reliable piece 
of apparatus used in the home than 
the electric appliance. With proper 
care and a uniform supply of 
power, it can be depended upon to 
meet its requirement. 

Statistics compiled by the main- 
tenance department of one Electric 
Light Co. showed that 60% of all 
appliance troubles were due to de- 
fective portable cords and not the 
appliance itself. 

Electric cords are made for con- 
veying the electric current from 
the receptacle to the appliance and 
should be used for this purpose 
only. Many users of electric ap- 
pliances will pull the cord to dis- 
connect the appliance, this method 
will damage the cord connectors as 
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well as the cord itself. Cords are 
thrown into corners, rolled up and 
placed in boxes, often tines they 
are tied around the appliance, 
sometimes the top of the gas range 
is the resting place for the cord 
and again the cords in many in- 
stances are left on the floor near 
the receptacle from which it was 
last used. No cord would be ex- 
pected to stand up under such 
usage. When through using the 
cord, hang same up on a padded 
hook in some convenient place and 
where the hook wil! not be used 
for any other purpose. 

The cord is the vital part of the 
appliance and should be treated as 
such. 


Power Company Can- 
vasses for Farmers 


OUNTRY towns and farming 

sections offer favorable op- 
portunities for business expan- 
sion, according to the manager of 
the Kansas Power & Light Com- 
pany’s sales room at Lawrence. 

“As an example, we are steadily 
developing trade in the rural dis- 
tricts surrounding Lawrence,” he 
explained. “Power lines are 
gradually spreading over the 
country, which enables farmers 
to use electricity for a variety of 
purposes. Other farmers use in- 
dividual electric plants. The trade 
of practical farmers is worth 
seeking. The way we develop 
this business is to canvass our 
territory systematically; three 
salesmen devote their time to 
seeking new prospects and demon- 
strating all kinds of modern ap- 
pliances. This is why we have 
been selling electric washers, re- 
frigerators, ranges, etc., in good 
volume. 

“We use show window 
and newspaper advertising for 
giving prospects buying ideas. We 
spend about five percent on sales 
for nublicity. I use illustrated ad- 
vertisements, and prefer a separate 
advertisement for each appliance, 
as this plan is of maximum value 
for focusing public notice upon 
the merits of each appliance. 
Special sales events are effective 


trims 
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for bringing in new _ prospects 
from town and country. We em- 
phasize our liberal terms, and 


show prospects why they cannot 
afford to dispense with the effi- 


cient, economical service offered 
by electric washers, ranges, 
sweepers and other modern ap- 


pliances. 

“It pays to keep a well assorted 
stock of appliances on display, so 
prospects have ample opportunity 
to inspect the merchandise and 
witness demonstrations. I find 
vigorous canvassing and demon- 
stration campaigns are effective 
for eliminating sales lethargy. 
We make a point of cooperating 
with rural patrons; this plan wins 
their repeat orders.” —Clement 
White. 


A Sandwich Toaster 


The Metal Ware Corporation of 
Two Rivers, Wisc., have just placed 
on the market an electric sandwich 
toaster, for home use. This toaster 
toasts the entire sandwich, with any 





Electric Sandwich Toaster 


filler. The toasting time required is 
about the same as for an ordinary 
piece of bread. This is an appliance 
which should find a ready demand. 


moment 
traveler 


The train halted for a 
at the station and the 
reached out, called a small boy, and 
said: “Son, here’s fifty cents. Get 
me a_ twenty-five cent sandwich, 
and get one for yourself. Hurry 


Just as the train pulled out, the 
boy ran up to the window. “Here's 
your quarter, Mister,” he shouted. 
“They only had one sandwich.” 
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Renewal Parts 
in the Plant 
Business 


HE maintenance of the light 

plants you have sold is an im- 
portant factor in your future busi- 
ness. It is an especially serious 
factor if you lack an adequate 
supply of renewal parts. 

There are many reasons why 
you should carry a reasonable sup- 
ply of service parts. The purpose 
of this article is to outline for 
your benefit the most. important 
of these. 





Prompt Service 


There is nothing that will create 
appreciation and satisfaction on the 
part of your customer as well as 
quick service when he is in 
trouble due to wear and tear on 
parts. It is very improbable that 
he will have anticipated the trouble 
and have the necessary replace- 
ments on hand, so it therefore be- 
comes your job to do his thinking 
for him. In other words, an in- 
vestment by you in a stock of re- 
placement parts is merely an in- 
surance on success in the light 
plant business. 

You can readily understand the 
user's problem if he is unable to 
obtain parts promptly. -He is, no 
doubt, entirely dependent on his 
light plant for light since he more 
than likely disposed of his kero- 
sene or gas lamps when the plant 
was installed. To get an accurate 
picture of this, just recall to your 





own mind how you got along 
when the central station current 
) ee for a few moments. Then 
think of your customers having 


to wait for several days while you 
obtain your parts from some dis- 
tant point before they can get light 
or power. You must also remem- 
ber that the plant is used for other 
purposes than light, and any shut- 
downs for lengthy periods are 
serious handicaps for your cus- 
tomer. Don’t forget either that 
News of this type travels fast and 
may reach prospects on whom you 
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In view of this it is 
to see that the light plant 


are working. 
easy 
dealer who can render the best 
service, will without question get 
the business. 

Just put yourself in the user’s 
position and see how you would 
feel about a piece of apparatus on 
which it was difficult to obtain re- 
newal parts. To further illustrate 
this point, would you consider 
buying a foreign make of auto- 
mobile or one which the company 
no longer makes? Of course not 
—hbecause the first thing you would 
think about is—can I obtain new 
parts for it? 


Users and Future Users 
Confidence 


For your business to be an as- 
sured success, it is essential that 
you have the confidence of your 
users and prospects. How can you 
obtain this confidence any easier 
than by being in a position to 
handle whatever sort of trouble 
that might come up? And unless 
you carry a stock of renewal parts 
you cannot handle this trouble 
quickly and economically. It is 
unreasonable to feel that your 
customer can wait until you send 
to the factory for a part to repair 
his plant. Furthermore, he shouldn't 
have to wait, because you should 
have the necessary parts available 
for these repairs. 


We might call to your attention 
here that it is impossible to manu- 
facture an electric light plant on 
which ail parts will wear out at 
the same time. Some parts are 
subject to more severe service than 
others and it is impossible to make 
these any heavier or stronger and 
still have economical operation. It 
is these parts with which you 
should be provided for service 
work, 


Profitable 


We might also call to your at- 
tention that the sale of renewal 
parts is just as profitable as plant 
sales in proportion to the amount 
of the sale, since the same dis- 
count applies on parts that applies 
on complete plants. If, however, 
you order one or two small parts 
from the Westinghouse Company 
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just as your customers need them, 
the expense involved is high be- 
cause of the extra amount of work 
in handling in this way. We sug- 
gest that you complete your stock 
of renewal parts. Put these in such 
shape that you know what you 
have and replenish your stock from 


time to time, say monthly. Then 
you will be able to render the 
service to your customers which 


they rightfully expect. 

Your profits from the sale of 
renewal parts will materially assist 
you in your serviceman mainten- 
ance.—W estinghouse Farmfax. 


Rural Service Car Shows 
Equipment 


The Quebec Southern Power 
Company of Montreal, Quebec, be- 
lieves in showing its farm custom- 
ers just what electricity can do. 
Here is a view of the interior of a 
motor truck which tours the farm- 
ing districts. It has on display a 
complete line of household elec- 
tric appliances, including an elec- 
tric range. 
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Checking Up Farm-Elee- 
trification in Texas 

SURVEY of 505 Texas 
4 4 farms has been made in fifty- 
three counties in determining to 
what extent and in what manner 
electricity is being used on the 
Texas farm. The preliminary 
steps in determining how electricity 
may be furnished more extensively 
to Texas farms has been com- 
pleted by the Texas Committee on 
the Relation of Electricity to Agri- 
culture, it has been announced by 
T. O. Walton, president of A. & 
M. College, chairman of the com- 
mittee. 

The work was carried on by J. 
E. Waggoner, director of the com- 
mittee, and personal visits were 
made to the farms, 300 questions 
being asked at each place. 

The report shows that 282 or 
63.1 per cent of these farms aver- 
aged 18.44 kilowatt hours of elec- 
tricity per month consumption, 
the general average of the 505 
farms being 169.4 kilowatts a 


FAITES USAGE DE LELE 





Photo courtesy of International Harvester 


Demonstration Car Used in Canadian Sections 
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“NU-SEALS” spell 
profit for you! 


The farm light battery replacement 
business is growing. All over the coun- 
try progressive dealers are capitalizing 
on this profitable business, and building 
up a certain source of added income. 


There is no large stock to carry, no large 
capital required. A sample battery to 
show your customers establishes you in 
this profitable business. The Universal 
Battery Company gives dealers every 
co-operation. “Nu-Seals” are backed by 
a strong advertising program, and a 
reputable name of twenty-six years 
standing. Universal dealers are furnished 
with live leads that are brought in by a 
big farm paper advertising campaign. 


There is plenty of farm light battery 
business in your district, waiting for 
you. Write today for complete details 
of this unique dealer proposition. It 
does not obligate you in any way. 


UNIVERSAL BATTERY COMPANY 


3414 South La Salle Street ° 


Batteries for every Purse and Purpose 
AUTOMOBILE -+- RADIO + FARM LIGHT 
SHOP EQUIPMENT 
Parts for all makes of Batteries 


porte ce ce ee ee me me ' 
{ 


i UNIVERSAL BATTERY CO. ! 

3414 S. La Salle St., Chicago, Ill. I 
1 You may send me full details of your | 
1 dealer plan. This obligates me in no | 


1 way. 


BATTERIES ' 



































Chicago, Illinois 
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month. An average of 197.4 kilo- 
watt hours per month was shown 
on forty cotton farms, and the 
survey states, “should this or a 
higher figure be found to be the 
economic monthly consumption of 
the average farm, then there will 
be bright prospects for rural ex- 
tensions.” 

The average farm visited, un- 
less in power irrigation districts, 
showed 17.2 per cent of the energy 
consumed for lighting, 73.2 per 
cent for household equipment and 
9.5 per cent for farm equioment. 
The committee believes the use of 
electricity for farm equipment can 
be increased. All except seven 
of the farms visited had electric 
lights in the house and 31 per cent 
had electric lights in barns, houses, 
granaries, pump houses, or servant 
houses. The electric iron was 
found to be in use on 86 per cent 
of the farms, electric ranges were 
found on 148 of the 505 farms, 
and electric fans were used on 
132 of them, with 133 of the farms 
having radios. Electric refrigera- 
tion was said to be desired by 40 
per cent of the farms as the elec- 


tric service they would like to 
have. 
Electric pressure systems for 


water were used by seventy-one 


farms. 
Companies Cooperating 


The object< of the survey was to 
ascertain the present status of 
rural electrification and to deter- 
mine the kind, character and ex- 
tent of electrical service to farm- 
ers from central power stations. 

Power companies supporting the 
movement in Texas include Texas 
Power & Light Company, Central 
and Southwest Utilities Company, 
San Antonio Public Service Com- 
pany, Houston Lighting and Power 
Company, Dallas Power and Light 
Company, Gulf States Utilities 
Company, Community Power and 
Light Company, Central Power 
and Light Company, East Texas 
Public Service Comnrany, and 
West Texas Utilities Company. 

The secretary of the committee 
is E. N. Willis, secretary of the 
Southwestern Public Service Com- 
pany. Leaders who have worked 
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in an effort. to determine how the 
utilities can serve the farmer with 
electricity have included John W. 
Carpenter, president and general 
manager of the Texas Power & 
Light Company ; James C. Kennedy, 
vice-president and general man- 
ager of the Central and Sou h- 
west Utilities Company; and E. H. 
Kifer, manager of the San Antonio 
Public Service Company. 


Committee Members 


With these leaders. the follow- 
ing are members of the committee: 
D. Faris, Emis, former presi- 
dent Texas Farm Bureau Asso- 
ciation; J. H. Brison, representing 
the East Texas Chamber of Com- 
merce; A. M. Bourland, repre- 
senting the West Texas Chamber 
of Commerce; J. G. Holtzclaw, 
Eastern Texas Electric Company 
of Beaumont; Dean F. C. Bolton 
and Prof. D. Scoates, Texas A. & 
M. College; Dean W. T. Miller 
and Dean A. H. Laidigh, Texas 
Technogical College; and A. B. 
Conner, acting director, agricul- 
turial experiment station, A. & M. 
College. The investigation was 
planned and executed by J. W. 


Waggoner of A. & M. College, 
who directed the survey. 
The establishment of twenty- 


five experimental electrical farms 
throughout the state is now being 
planned by the committee, to be 
located throughout the state, in 
an effort to study the problem in 
detail under working conditions 
over a period of years. 


USL Wins Float Prize 


For the second successive time 
the U. S. L. Battery Corporation 
float carried off first honors in the 
annual festival of light celebration 
held recently in Niagara Falls, N. 


Y. This float carried out the 
theme “Lighting the Road to Niag- 
ara with USL Batteries” with quite 
striking effects. Minature autos, 


boats and aeroplanes, all equipped 
with headlights, were fastened to 
the surface of a huge hemisphere 
and each was headed for an illum 
nated panoramic representation of 
Niagara Falls. 
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Opens Big New 
Field for 
Equipment 


Electrification of Farms under 
Roosevelt’s Power Dam Offers 
Manufacturers Big Opportunity 


By Roy 


NSTALLATION of a distri- 

buting system as extensive as 
that for a city the size of Los 
Angeles is now under way, in the 
proposed electrification of every 
farm in the Salt River Valley. 
This new undertaking by the en- 
gineers of the Water Users As- 
sociation operating the Roosevelt 
dam system includes the construc- 
tion of 750 miles of new line at a 
cost of a million dollars within the 
year and its completion will mark 
another step in what has been from 
the first the most successful irriga- 
tion project in the country. 


GEORGE 





/ 
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of several units 


Mesa dam, one 
under the main project, and the 
consequent development of a big 
surplus of electric power that 
brings to fruition the early plans 
of the engineers having the initial 
work in hand. Every farm. in the 
valley will have access to lines 
following the legal subdivision 
lines, serving the interior tracts in 
the same way that the land is 
served with laterals for irrigation. 


What This Means 


It means that 7,000 members of 
the association will have power for 
sawing, grinding, pumping, milking, 
and operating the accessories that 
have come to relieve the daily life 


of the nation of so much of its 
tedium. 

Only the woman who lives in 
the city can fully realize in ad- 


vance how much it means in re- 
lieving the farm woman from daily 


drudgery. Washing, ironing, and 
cooking by electricity mean all 
that the salesman claims, and 
more. 


And the sales force is gather- 


Y APUG 
44.474 h- 





\ SHORT 
\y FROM ACCUMULATIONS IN 
BOTTOM OF JAR. 


Write for 
auto, radio, 


new distributor 
farm light plant 


Rock Island, Jllinois 





Positive Proof of Long Life 


\ Bolton &  Bogles, rer Illinois, write:—‘We sold M. L. Luttrell, 
\ New Windsor, IIL, set of 8.0.8. farm light plant batteries to 
\\ replace his HL-120 ‘AHL. $.0.8. that had been out. twelve years, of which 
time they had been in active use nine 
\ years.’ 
Ww Our new S.0.S. “P’ type Farm_ Light 


Batteries. include new white PORCEL 

‘0 § SUSPENDED FROM 
\ THE COVER — LARGE ACID SPACE 
\ b ( agg 


contract on 
batteries. 


Victor Storage Battery Company 
Established 
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Blue Ribbon 
Electric Milker 


A Portable Milker Requir- 
ing No Installation 
The only milker on the Ameri- 
can market that is a complete 
unit in itself. It operates from 
high line or farm light plant. 
You need this milker as an 
addition to your present line. 
Write us at once as we have a very 
attraetive dealers’ proposition for you. 


Electric Products Corporation 
3737 Belmont Avenue, 





Chicago, Ill. 














1-%4 K.W. $395 
Power Pulley Furnished 


MOST COMPLETE LINE 


The completeness of the ‘‘U. S.’’ Line 
will enable you to meet every rural and 
commercial lighting plant need. The 
extremely low prices backed by our rig d 
guarantee will enable you to clinch 
every sale. More saies, together with 
an unusually liberal discount, Means 
bigger net profits for you 

Our entire line ranges ‘from 350 watts 

75 K.W. _Four sizes up to 2- 
K.W. are ideally adapted for home an 
farm _ lighting. We also manufacture 
special 1-% and 2-% K.W. plants for 
rural garages, filling stations, dance 
halls, summer resorts, etc. 

Write for complete information 

UNITED STATES MOTORS 

CORPORATION : 

9 Nebraska St., Oshkosh, Wis. 

“U.S. Products Must Give Service.” 
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ing. The campaign of the past 
two years in and about the city 
of Phoenix, Arizona, has had an 
educational value far beyond the 
city limits or the actual time 
during which the campaign has 
been carried on. Constant dis- 
plays, exhibitions, demonstra- 
tions, booths at fairs and model 
home equipments in real estate 
subdivisions, have all conspired 
to give the population of the 
country as well as the city a 
sense of what complete electri- 
fication of the home means and 
of the vast development that has 
been going on in the field of 
accessories. 

Electric refrigeration coupled 
with electric cooking has ab- 
sorbed all the shock that comes 
with facing the first costs. The 
electric washer has been demon- 
strated by a bell ringing cam- 
paign that has swept the world; 
and the future of accessories 
will be limited only by the number 
and convenience of outlets in- 
stalled in the homes and the 
amount of available power. 

Here is a field that will yield 
a big harvest, for the ground 
has been carefully prepared by 
the educational campaign carried 
on in Phoenix, the natural point 
of distribution. 


Unlimited Power 


Others than members of the 
Water Users association will be 
able to tap the new lines. This 
condition will prevail for the 
present at least and for as long as 
the available power supply lasts. 
With the completion of the Horse 
Mesa dam recently, the power 
supply under the Roosevelt system 
was doubled. This makes the 
third power plant in the project, 
and, in the near future, a fourth 
big power dam is to be constructed 
at Stewart mountain, below Mor- 
mon Flat, bringing in another en- 
ormous quantity of power for val- 
ley use. 

The board of governors, acting 
for the association of farmers, 
brought the matter to a head by 
appropriating $25,000 recently for 
the drafting of a complete s¢t of 
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working plans for the “complete 
electrification of the farm hold- 
ings.” D. B. Wiley, general 
manager of the Maricopa Farm 
Bureau, after a period of hope de- 
ferred, was gratified to find that 
the plans were slated for comple- 
tion before the first of the year, 
and that the entire electrification 
scheme was to be carried out 
within the year 1928. 

“It is unbelievable,” he said, 
“that we should have waited ten 
years to begin what we might have 
had all this time, but it is far more 
staggering to the imagination to 
conceive what this will mean to 
the whole electric world, and all 
within the coming year. 


Question Move 


“Farmers have never half ap- 
preciated what electricity can do 
for them. The economic impor- 
tance of the matter is tremendous. 
“In the case of one ranch here in 
the valley, a moderately equipped 
ranch at Cashion, the owners de- 
bated for some time over the ad- 
visability of spending the $2400 
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necessary to installing their electri- 
cal system. But after a period of 
operation with accounts kept to 
the very cent, they discovered that 
electric power had reduced the 
operating costs more than $300 a 
month. 


Many Uses for Power 


“All the other things are very 
lovely to contemplate, fans, and 
percolators, and footwarmers, and 
such accessories, but when a na- 
tion’s business that is having a 
life and death struggle to maintain 
its existence finds itself face to 
face with a real solution of its 
major problem, the thing is no 
less than revolutionary. 

“Never for a minute do I mean 
to minimize the value of electricity 
inthe farm home. Cooking, refrig- 
eration, washing, ironing, milking, 
churning, sawing wood and grind- 
ing feed, all are important and as 
big a factor in the farmers’ future 
as are radio and good roads, but 
the big thing that will come out of 
farm electrification is the economic 
saving it will aggregate, making 
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ing Principle 


have been waiting for. 
know about its different and 


the sale, 


today. 


Money for YOU in 


Exclusive Sun- 


beam Sale — Clinch- 


Here’s the farm lighting plant farmers 
When you 
revolu- 
tionary principle you will be quick to 
see the profits in it for you as a dealer. 
When you demonstrate this principle 


Find out for yourself about our liberal franchise offer. 


at pr 


Starts, Oils, Regulates and Stops Itself 
SUNBEAM ELECTRIC MANUFACTURING CO. 
Evansville, Indiana 
Mfrs. of Railroad Lighting Equipment Since 1883 


Small batteries carry loads 
up to 200 watts—plant starts 
automatically on heavier loads. 
to your prospect you clinch 


Write us 
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Clipping and Grooming 
Machines 
with 
direct-connected 
motor 


Here is a ma- 
chine that’s 
worthevery 
cent the farmer 
pays for it and 
which nets the 
dealer a fair 
profit. 

The convenience of 
the Gillette Portable 
Electric Clipping 
and Grooming Ma- 
chines appeals to every progres- 
sive stockman, farmer and stable 
owner. Attached to ordinary 
lamp socket either 32 or 110V., 
it is instantly ready for work. 
Hanging or Pedestal types. 

DEALERS 
Send for attractive price list. 


Gillette Clipping Machine Co., Inc. 
129 W. 31st St., Dept. 11 New York City 











CO-OP 
Monthly 


Free to 

Dealers 
Illustrating 
Electrical 
and Radio 
Supplies and 
Appliances 
Write for your copy 











Lighting 
Fixture 
Catalog 
Now 
Ready 
Free 
for the 
Asking 


Cp Lectere Supply @. 


33 N. Union St. 89-39th St. 
Chicago, Ill. Brooklyn, N. Y. 

































possible all the other lesser things, 
such as mere comfort and relief 
from drudgery that will come as a 
result. 

“The farmer’s daughter will dis- 
cover the uses of the curling iron, 
and we who have wrestled with 
farm problems will be the last to 
begrudge her the use of it, but 
it is the big saving I am looking 
to, the saving that will save the 
farmer’s life and make the very 
existence of a farmer’s daughter 
possible.” 


Worrell Made Manager 


The Iroquois Electric Refrigera- 
tion Company of Philadelphia an- 
nounce the appointment of Mr. 
Walter F. Worrell, Manager of 
Sales. Mr. Worrell, prior to this 
appointment, was a special repre- 
sentative for the Iroquois Electric 
Refrigeration Company in _ the 
Chicago territory, and now assumes 
direction of sales for this company 
in all parts of the country. 


Organization of Power 
Company for Rural 
Development 
(Continued from page D6) 


tions of this country indicate 
that about one-half million 
farmers are now receiving 24- 
hour electric service. This in- 
dicates that farm electrification 
is developing very rapidly. You 
can be assured that with your 
constructive help and coopera- 
tion, and that of other interested 
organizations, the utility com- 
panies of this country will do 
whatever is necessary to rapidly 
extend 24-hour electric service to 
the farms of this country just 
as they have already supplied it 
to the widely scattered villages 
and hamlets. 


Sepco Moves 


The Automatic Electric Heater 
Company, manufacturers of Sepco 
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electric water heaters, are moving 
their sales offices to larger quarters. 
The company will now occupy the 
entire third floor of a building at 
1706 Race Street, Philadelphia, Pa. 
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Pa Train Boosts Electricity 
ut 

cing (Continued from page D8) 

te by the Agricultural Extension Ser- 
wl vice of the University of California 

al and the Southern Pacific, which 


provided the train equipment, 
transportation and subsistance for 
the personnel which accompanied 


r the train. Prof. B H. Crockeron 

was in charge for the Agricultural 
efa- Extension Service, and Mr. R. E. 
Mt Kelly, Manager of Development, 
aT, 


was in charge for the Southern 
Pacific Company. 


pre- In the accompanying photos No. 
“tric 1 shows part of the large crowds 


that always greeted the train at 
any each stop. Photo No. 2 and 3 show 
the ideal kitchen fully equipped 
with electrically operated cooking 
and labor saving devices. 
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Cullman 


Electric 
Pump Drive 
14 to 1 H.P. 


The patented 
Load Equal- 
izer makes .———@ J 
Starting easy 

and minimizes current consump- 
tion, self lubricating, easy to in- 
stall, no foundation required. 


Send for literature and prices. 


Cullman Wheel Co. 


1342 Altgeld St., 
Chicago, IIl. 





















Opportunities 


-ate *, 

4 | for Wide - Awake Dealers 

PA- . 

vl GENCO Light Plants 

ion 

vou HANOVER Water Systems 

an Model No. 600 

ie If you want to increase your business and make more money, we can 

-Ta- help you. Other dealers all over the country are making large profits 

sted with GENCO electric plants and HANOVER water systems. You can, 
too! They are modern, efficient and reliable. The prices are right. 

om- Commissions liberal. Full cooperation with our dealers. New and 

do complete line of shallow and deep well water systems and electric plants 

idly from 600 to 3,000 watt capacity. 

e to What Others Have Done! 

just One new and inexperienced Dealer at Walton, 

1 it N. Y., sold 19 plants in 21 days, over $1400 profits 

’ on plants alone. A new District Manager, Mr. 

ges A. L. Hitner, sold 34 plants in 31 days through 4 


dealers in one county. 





Hanover, Penn. 








Do You Want Details on Our Sales 
Proposition for Dealers and Managers? 


Hanover Engineering Co. 
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LIGHT INSURANCE 


for Your Customers 













The best way to insure 
continuous trouble-free 
service for your custom- 
ers light and power 
plants is to recommend 


and sell USL Farmlight 


Batteries. 


USL Farmlight Batteries 
are dependable. They 
give you honest materials, 
rugged construction, ex- 
clusive advantages in de- 
sign, dependable perform- 
ance and long life,— and 
they cost no more than 
less trustworthy products. 
Every USL battery is lib- 
erally guaranteed on an 
adjustment basis, thus in- 
suring long, satisfactory 
service to the user at low 
cost. 


USL prices—discounts— 
guarantees are all favor- 
able to your success as a 
USL Farmlight battery 


dealer. Mail the coupon. 










Australia. 


FARM LIGHT 





USL BATTERY CORPORATION, Niagara Falls, New York. 


dealer proposition, including prices, discounts and guarantees. 


RENGGG 66.2 ee dose tk eneee 





USL Battery Corp., Niagara Falls, N. Y. 


Other USL factories at Oakland, Calif., Toronto, Ont., and Sydney, 


USLs atteries 


Please send me complete information on the USL farm light battery 


J 
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